
2013 Calmentor Central Region 
April 16, 2013 

Line Cards and 

How to Get on a Team 



2013 Calmentor Central Region 
April 16, 2013 

Agenda 

 
- Introductions 

- Line Card 

- How to Get on a Team 

- Action Items 



2013 Calmentor Central Region 
April 16, 2013 

Introductions 

 
- Name/Company Name 

- Mentor/Protégé 

- Certifications 

- Key Words 



Line Cards 

Increasing Your Competitive Edge 

• Communicate 

 Capability 

 Capacity 

 Availability 

 

• Tailored to the Opportunity/Recipient 

 Relevancy 

 Similarity 



Line Cards 

What is in a Line Card 

• 12 distinct data points 

 Company name, address, etc.. 

 POC name, email, direct 

 Services/Specialties 

 Licenses 

 Certifications/Work Codes 

 Insurance/Bonding 

 



Line Cards 

What is in a Line Card (continued) 

• Data points 

 Safety  

      (Experience Modification Rate) 

 Number of Years in Business 

 Number of Employees 

 Project Examples 

 References  

 Value Statement 

 



Line Cards 

Value Statement –  

How can you help win the bid/contract/project? 

• Why your firm has the…….. 

 Technical Expertise 

 Relationship with Project Owner 

 Relationship with Prime 

 Price 

 Geographic  Location/Proximity to the Project 

 



Line Cards – Example 1 



Line Cards – Example 2 



Line Cards – Example 3 



Line Cards – Example 4 



Line Cards – Example 5 



Line Cards – Example 6 



How to Get on a Team 

Six Step Process 
 

1. Define Your Business 

2. Intelligence Gathering 

3. Identifying Opportunities 

4. Networking and Teaming 

5. Branding 

6. Effort 



How to Get on a Team 

Step 1 – Defining Your Business 
 

 What do you do? 

 Is there a demand for what you do? 

 Who needs your service? 

 How are your services purchased? 



How to Get on a Team 

Step 1 – Defining Your Business (continued) 

 

 Define your geographical territory 

 Match your services with marketplace opportunities  

and needs 

 Understand who your clients are 

- Primes (A&E or Contractor) 

- Public Agencies 



How to Get on a Team 

Step 2 – Intelligence Gathering 

 

 Internet Research 

   - Clients 

   - Capital Improvement Plans 

   - Annual Budgets 

   - Market Segments 

 Associations and Affiliations 

 Client Events 

 Networking 

 

Follow The Money! 
 



How to Get on a Team 

Step 3 – Identify Opportunities 

 

 Websites 

 BidSync 

 Print Media 

 Associations 

 Existing Relationships 

 Meeting with Future/Potential Clients 

 Budgets and CIPs 
 



How to Get on a Team 

Step 4 – Networking and Teaming 

 

 Invest and Develop Professional Relationships 

 People do business with people who they 

know/trust/respect 

 Define your value 

 JV 

 Subcontract 

 SBE/DBE/DVBE Certifications and Work-Codes 



How to Get on a Team 

Step 5 – Branding 

 

 Market Recognition 

 Performance 

 Technical 

 Capabilities 

 Responsiveness 

 Website 

- Letters of Recommendation 

 Newsletters 

 Awards 
 



How to Get on a Team 

Step 6 –  

Effort or “Be Prepared to do the Heavy Lifting!” 

 

 Read the bid documents and specifications 

 Identify SOW 

 Understand contract requirements 

 Make a go/no go decision 

 Attend pre-bid meetings with an objective 

 Sell yourself and your firm 

 Follow Up 

 Persistence 
 

 



Contact Information 

Paul Pendergast  

Pendergast Consulting Group 

 

1 Avenue of the Palms Avenue, Suit 304 

San Francisco, CA  94130 

415-621-0600 

 

paul@pendergastconsultinggroup.com 
 


